August, 1957 


eee 
Mate ~~ 
rns OE AS RS, 
RI ne Maem rs. le Sn ee SP Ri 
tune oon sly it, ie ay Se RES 
er a Mi Hl Pi, ts. GP Me 
sg OR PE ee eM lt A Mi 
8 gpm pepe Soe es a ae ten 0 Mae 
age BE san RH Sie ase oct My a RPE es 
. AO, re CUE EN Ate A eee we care tg te 
ee 
tae Ms 1O My nee i eee mages A 
3 A ee Teme ce Ct omg mere gg a8 
¥ Fa ela me ame gee “Sy a: 
[Pt Melanin, edse dame beak 


Vancouver: host city to this year's CAREB conference. See page I!. 


Full Conference Details on pages 8 to 15 of this issue 
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AND WHEN IT COMES TO REAL ESTATE INFORMA- 
TION AND ADVICE ABOUT WESTERN CANADA 






“\ BOULTBEE 





Please write: 

EASTERN DEPARTMENT 
Boultbee Sweet & Co. Ltd., 
555 Howe Street, 
Vancouver, B.C. 


Ph: PAcific 7221 


We are in an excellent position to provide the most accur- 
ate data on all phases of the business. As a large, sound 
Real Estate House we are constantly dealing in mortgages, 
investments, insurance and sub-divisions in this fast moving 
area. We have complete information on office buildings, 
homes, industrial properties, building lots, revenue proper- 


ties and sub-division developments. 


Hope to see you here Oct. 21-23 at the C.A.R.E.B. convention. 


BOULTBEE SWEET & COMPANY LTD. 


555 HOWE STREET, VANCOUVER, B.C. PH: PAcific 7221 





“> Library of Ideas 


Here is a storehouse of printed 





advertising from all parts of 
the world. It includes some of the 
finest specimens within the scope 
of the Graphic Arts. 
You will find it worth while to inspect 
this unique collection. Just phone 


or drop us a line. No obligation. 


The Southam Printing Company htt 


19 Duncan Street, Toronto 1. 
Phone EM. 3-4021 


SERVING LEADING ADVERTISERS FOR MORE THAN 75 YEARS 





The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 


the Canadian 
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Towards Higher Standards 
In Real Estate 


Lady Realtor Heads Second Year 
C.I.R. Correspondence Course Students 


Miss D. J. McLean, lady realtor 
from Ottawa had the highest average 
marks in the second year of the 
correspondence course. Previously she 
had topped the course in the first 
year in 1956. 

Miss McLean proved there is some- 
thing in the popular saying “never 
underestimate the power of woman” 
by obtaining an average mark of 
91%. Last year she gained 86% in the 
final examinations. 

G. S. Webb of Toronto placed first 
in the first year examinations, follow- 
ed closely by F. W. Hamblen of 
Winnipeg, Man. J. T. Boyle of Van- 
couver placed third. Indicative of the 
close competition was the fact that 
only six marks separated the first 10 
students. 


Scholarship Awarded 


The executive committee of the 
CIR felt that the achievements of 
these top students should be recog- 
nized and have granted free tuition 
to the top three students of the first 
year course for their second year of 
studies, and to the top student of the 
second year for the final year of 
study. 


Certificates to Students 


Al students who sucessfully com- 
plete the course will receive an 
attractive certificate recognizing 
their academic efforts. The certificate 
will be awarded by the Institute and 


CIR President Comments 


“It is a happy day for me to be able to release the names of those 
students who have successfully completed the first and second years of 
the CIR correspondence course. 

“Though only in the second year of its existence, the CIR course is 
already providing our members with an opportunity to study towards 
a higher educational standard in the real estate field and thus achieve, 


in the long run, the goal of professionalism to which we have 


been aiming. 


“On behalf of the Canadian Institute of Realtors, I therefore extend 
heartiest congratulations to those who have successfully completed 
their respective years of the course. They are the vanguard of those 
paving the way towards Real Estate as a profession.” 


the University of Toronto and will 
contain an official seal. It will con- 
vey to the public the educational 
qualifications of the individual. 


EXAMINATION RESULTS 


As issued by the Extension Depart- 
ment of the University of Toronto. 


2nd Year, CIR Course: 
(Names appear in alphabetical order) 
HONORS—75-100 
Anderson, L. W., Courtenay, B.C.; 
Andrews, D. C., Saskatoon, Sask.; 
Baily, B. D., Westmount, P.Q.; Biro, 
G., Toronto, Ont.; Carruthers, G. R., 
Toronto, Ont.; Dowling, T: N., Hamil- 
ton, Ont.; Dussault, J. E., Hull, Que.; 


P. S. Bedford, 
President, Canadian Institute of Realtors. 





Flatt, C. M., Hamilton, Ont.; Fraser, 
J., Ottawa, Ont.; Gibbons, E. B., 
South Burnaby, B.C.; Hawkins, J., 
West Vancouver, B.C.; Kent, H. S., 
Calgary, Alta.; Kimberley, A. S., 
Beamsville, Ont.; Kirk, L. E., Vic- 
toria, B.C.; Leaney, D. P., Winnipeg, 
Man.; Loftus, S. B., Toronto, Ont.; 
McLean, D. J., Miss, Ottawa, Ont.; 
Mercer, J. S., Toronto, Ont.; New- 
man, A. H., Ottawa, Ont.; Parrett, 
A. R., Toronto, Ont.; Raven, K. S. 
Kingston, Ont.; Sayko, P. B., Edmon- 
ton, Alta.; Tate, B. M., Westmount, 
P.Q.; Whynacht, C. F., Halifax; N.S.; 
Whyte, G. D., Montreal, P.Q.; Win- 
terhault, J. H., Dorval, P.Q.; Zupo, 
L. J., North Bay, Ont. 


REALTY INVESTMENTS 


Tankoos Yarmon Ltd. 


Member of The Real Estate Board of Toronto 


320 BAY ST., TORONTO 


EMpire 3-5086 








PASS— 50-75 


Armstrong, S., Montreal, P.Q.; At- 
kinson, E. F., Ottawa, Ont.; Boland, 
G. L., Toronto, Ont.; Elliott, G. T., 
Ottawa, Ont.; Frend, W. R., Winni- 
peg, Man.; Hendrie, H. S., Burling- 
ton, Ont.; Joseph, H., Westmount, 
P.Q.; Karp, B., Ottawa, Ont.; Mc- 
Queen, W. C., Vancouver, B.C.; Mit- 
chell, E. A., Brampton, Ont.; Reutter, 
C. F., Montreal, P.Q.; Sergautis, B., 
Toronto, Ont.; Smith, L. L., Peter- 
borough, Ont.; Treit, G. O., Vancou- 
ver, B.C. 


PASS 
(Subjects shown in brackets will 
have to be re-written.) 


(Supplemental examinations will be 
written in May of 1958.) 


Baxter, R. G., St. Lambert, P.Q., 
(Econ.); Hardy, S. E., Lindsay, Ont., 
(Acctg., Econ.); Hay, D. A., Kam- 
loops, B.C., (Apprais., Acctg., Econ.); 
Kubis, J., Kingsville, Ont., (Acctg.); 
Shaw, D., Miss, Merritton, Ont., (Ap- 
prais., Econ.); Spenceley, H., Hamil- 
ton, Ont., (Acctg.); Suchowersky, 
C. N., Edmonton, Alta., (Acctg.); 
Thrasher, I. W., Riverside, Ont., 
(Econ.); Wickett, L. O., Saskatoon, 
Sask., (Econ.). 


Ist Year, CIR Course: 


(Names appear in alphabetical order) 
HONORS—75-100 


Allerton, A. S., Pickering, Ont.; 
Bailey, J. V., Fort William, Ont.; 
Biscoe, R. F., Victoria, B.C.; Bola- 
hood, L. A., Oshawa, Ont.; Boultbee, 
J. L., Vancouver, B.C.; Boyle, T. J., 
Vancouver, B.C.; Brodie, J., Toronto, 
Ont.; Chase, W. R., Willowdale, Ont.; 
Davison, T. R., Toronto, Ont.; Elliot, 
J. A., Marwayne, Alta.; Grover, G. 
W., Edmonton, Alta.; Hamblen, F. 
W., Winnipeg, Man.; Hosie, A. H., 
Regina, Sask.; Korsch, L. S., Van- 
couver, B.C.; Korsch, S., Vancouver, 
B.C.; Lang, T. J., Westview, B.C.; 
McLean, S. L., Cornwall, Ont.; 
Mahon, A. K., Winnipeg, Man.; 
Mears, J. L., Victoria, B.C.; Paquet, 
H., Quebec, P.Q.; Rhodes, E. N., Ot- 
tawa, Ont.; Rogers, E. R., Sault Ste. 
Marie, Ont.; Showell, B. J., Toronto, 
Ont.; Thompson, M. A., Saskatoon, 
Sask.; Turner, P. A., Saskatoon, 
Sask.; Vezina, J., Quebec City, P.Q.; 
Webb, G. S., Toronto, Ont. 


PASS—50-75 


Barlow, J. D., North Vancouver, 
B.C.; De Grass, G. W., Brantford, 
Ont.; Greer, D. C., City View, Ont.; 
Lewer, N. G., Ottawa, Ont.; Light- 
heart, C. V., Vancouver, B.C.; Meyer, 
F. H., Fort William, Ont.; O’Connor, 
V. W., Lindsay, Ont.; Wilson, R. G., 
Calgary, Alta. 
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Top-Ranking Students 


First . . . 2nd Year—Miss D. J. McLean 
Average 91 per cent 

Miss McLean is the only lady director of 
the Ottawa Real Estate Board. She was born 
in St. Thomas and graduated B.A. from the 
University of Western Ontario. A member of 
the Appraisal Institute of Canada, she has 
operated her own real estate office in Ottawa 
since 1951 and has a sales staff of four. 


First... Ist Year—G. S. Webb, Toronto. Average 88 per cent 

A B.Comm. from Queen’s University, Garth Webb worked with the Bell 
Telephone company until 1954 when he joined the Toronto real estate firm of 
A. E. LePage Ltd. as a salesman. Mr. Webb is married and has three children. 
He spent the war years in the uniform of the R.C.A. 

(Mr. Webb was out of town at the time this issue was going to press and we 
regret we were unable to obtain a photo—Editor.) 


Second .. . Ist Year—F. W. Hamblen 
Average 88 per cent 

Born and educated in England, Mr. Hamblen 
first came to Canada in 1939 as a member of 
the Royal Air Force to receive his pilot 
training on the Prairies. In 1948 he returned 
to Canada, and later joined the real estate 
firm of Frank Simonite Ltd. as a salesman. 
He is an active member of the Lions. 














Third . . . Ist Year—J. T. Boyle 
Average 87 per cent 
Tom Boyle hails from Saskatchewan, where 
he graduated from University of Saskat- 
chewan with B.A. and B.Comm. degrees. 
Settling in Vancouver after the war, Mr. 
Boyle joined the staff of Macaulay, Nicolls 
and Maitland, where he has specialized in 






PASS 
(Subjects shown in brackets will 
have to be re-written.) 
(Supplemental examinations will be 
written in May of 1958.) 


Audette, R. R., Outremont, P.Q., 
(Law, Acctg., Econ.); Bradford, G. 
A., Toronto, Ont., (Aprais.); Craig, 
S. A., Toronto, Ont., (Acctg); Ford, 
R. W., Hamilton, Ont., (Acctg.); Mc- 
Clintock, T., Vancouver, B.C., (Ac- 
ctg.); McLeod, N. W., Lemoyne, P.Q., 
(Econ.); Owens, J. V., Burnaby, B.C., 
(Acctg., Econ.); Roach, J. A., Wind- 
sor, Ont., (Econ.); Roxburgh, J., 


Commercial and Industrial Real estate. 


Miss, Vancouver, B.C., (Acctg., 
Eon.); Stewart, R. C., Port Arthur, 
Ont., (Acctg.); Taylor, J. M., To- 
ronto, Ont., (Acctg.). 


SUPPLEMENTAL 
EXAMINATIONS 
SUCCESSFULLY WRITTEN: 
Baxter, R. G., St. Lambert, P.Q., 
(Econ.); Frend, W. R., Winnipeg, 
Man., (Acctg., Econ.); Kubis, J., 
Kingsville, Ont., (Acctg.); Mrs. A. V. 
Rolland, Toronto, Ont., (Law); 
Suchowersky, C. N., Edmonton, Alta., 
(Acctg.); Thrasher, I. W., Riverside, 
Ont., (Acctg.). 











C.I.R. Announces Syllabus 


For 1957-58 Sessions 


August 15th is official opening day 
for registration in the Canadian 
Institute of Realtors correspondence 
course, which is conducted in con- 
junction with the Department of 
University Extension, University of 
Toronto. 

The correspondence course is de- 
signed so that the students may 
complete their studies over a three- 
year period. 

The following subjects are cover- 
ed:— Brokerage Law, Appraisal, 
Accounting, Property Management, 
Economics, Architecture, Insurance 
and Town Planning. A total of 39 
assignments are submitted by the 
student over a three-year period with 
13 assignments being submitted 
each year. 

The course of study and the facili- 
ties of the Canadian Institute of 
Realtors are open to all those 
actively engaged in the business of 
Real Estate, and also to those de- 
sirous of entering the Real Estate 
field. Educational standards shall be 
junior matriculation or its equivalent. 

Membership in the Institute, how- 
ever, shall be available only to those 
who have had the required active 
Real Estate experience in accordance 
with the rules and regulations of the 
Institute. 


Designations 
Fellow—F.R.I.—awarded to those 
who have successfully completed the 
prescribed Three Year Correspond- 
ence Course and who have had at 


To: Canadian Institute of Realtors, 


109 Merton Street, 
Toronto 7, Ontario. 


I'm interested in the Institute's Course of Study to commence this year on 
September 30th. Please send me [] Enrolment Form 
(_] Copy of Syllabus 


least five years’ active experience in 
the Real Estate field, and who 
comply with the membership require- 
ments. 

Associate—A.R.I.—awarded to all 
those who have successfully com- 
pleted the Correspondence Course 
and who comply with the member- 
ship requirements. 


Tuition 

Tuition material is issued to 
students on enrolment. Students are 
expected to spend two weeks on each 
study assignment and answers are 
submitted to the University in ac- 
cordance with the schedule issued 
with the Course. 


Assignments are then marked and 
commented upon by Instructors and 
returned to the students. 


Each student is expected to com- 
plete and submit all prescribed 
assignments to the University to 
show he is qualified to write the final 
examinations. 


Enrolment 

The term commences during the 
first week in October and continues 
to the end of April. 

Registration officially opens August 
15th. 


All inquiries regarding the Course, 
enrolment and other’ information 
should be directed to the Secretary- 
Treasurer, in care of the Canadian 
Institute of Realtors, Toronto. 


| Wea NOW FOR ENROLMENT FORM AND SYLLABUS 


Province 


Text Books 


Text books may be purchased from 
the Canadian Institute of Realtors on 
a prepaid basis. Payment for the text 
books should not be included with 
enrolment fees. 


Many of the text books prescribed 
for the C.I.R. Correspondence Course 
are available at local public libraries. 
However, students would be well 
advised to purchase their own copies 
and retain them for future reference. 


Examinations 


The Annual Examinations will be 
held in the month of May for a two- 
weeks period on alternate evenings, 
excluding Saturdays. 


Students who fail to obtain a pass 
mark on one or two subjects may re- 
write such subjects at the Sup- 
plemental Examinations to be held 
early in September. If successful, 
students may then enroll for the 
succeeding Course. 


Students who fail to obtain a pass 
mark on three or more subjects are 
required to repeat the same course, 
paying the fees for the subjects 
which they are required to re-write. 


Examination papers will be set for 
all Canada by Examiners appointed 
by the University of Toronto, and 
will be based on the text books and 
study material. 


Fees for Course 


All fees are payable, on enrolment, 
to the Secretary-Treasurer of the 
Canadian Institute of Realtors, 1883 
Yonge Street, Toronto, Ontario. 


Tuition and registration fees—Per 
course—$100.00. 


This fee covers: 


Registration. 


@ Printed studies in book form. 


Marking of all assignments. 


All bulletins issued by the Cana- 
dian Institute of Realtors. 


@ Monthly magazine “The Canadian 
Realtor’, publication of the Cana- 
dian Association of Real Estate 
Boards. 


The above fee does not include text 


books for the course or exam fee of 
$10. 








Huge Apartment and Office Project 


Launched in Toronto 


Industrial Leaseholds Plans Development over Subway Tracks 


The rapidly expanding Toronto 
firm of Industrial Leaseholds, whose 
executives are in the midst of plan- 
ning their city’s future expansion, 
have just launched a huge apartment 
and office project. Cost will be in 
the neighborhood of $40 million and 
completion will take about 3 years. 

The site is well chosen for it com- 
prises a long open-cut subway strip 
near the heart of the city, over half 
a mile long. The subway will retain 
a permanent right of way under the 
development. The site runs parellel 
and adjacent to Yonge St., the city’s 
main north-south thoroughfare. 


Has Big Potential 


Realizing the potential of this strip, 
Industrial Leaseholds proceeded to 
set their planners and architects to 
work, and there has now emerged a 
fine and ambitious development pro- 
ject which sets a total of 8 19-storied 
apartment blocks and two office 
blocks, each of 14 stories, down the 
length of the area involved. Five a- 
partment blocks face east-west and 
the remaining three north-south, thus 
avoiding regimentation and allowing 
a choice of orientation for tenants. 
The apartment buildings are slightly 
rhomboid in shape, thus giving sha- 
dow relief and avoiding straight-line 
uniformity. The buildings are set 
centrally and over the subway cut, 
which will be covered in and land- 
scaped. 

The apartment blocks are raised 
on modern type stilts and this gives 
a continuous park-like setting to the 
whole development. Trees, shrubs 
and ornamental layout have been 
planned to provide a landscaped area 
covering the entire site. 


Ambitious Project 


There are 3,312 rooms, divided into 
1.630 units (of which 60 per cent are 
1-bedroom) in the 8 apartment 
blocks, thus making the project by 
far the most ambitious of its kind in 
this rapidly growing city. (The down- 
town City Park Apartment project, 
concluded last year with Swiss capi- 
tal, comprises 3 blocks of 14 storeys, 
totalling 774 units). 90 per cent of 
the units are balconied. Floors are 
of hardwood parquetry and corridors 
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are carpeted. There are high-speed 
elevators to all floors and special 
laundry etc. facilities. 

The large office buildings, of which 
there is a continuing need in Toronto, 
lie at the southern end of the area 
and are of differing rectangular 
shape. They provide nearly half a 
million square feet (492,800) of mod- 
ern, air-conditioned, space. 

Much thought has been given to 
recreational facilities. Areas are 
zoned for adults and for children. 
Swimming pools, tennis courts and 
shuffleboard are provided for the for- 
mer and swings, teeter-totters, sand 
boxes and covered shelters are avail- 
able for the latter. Each apartment 
block contains large indoor recrea- 
tional areas consisting of hobby and 
community rooms for adults, and 
playrooms for children. There are 
sunbathing facilities on penthouse 
floors, while sheltered sitting and 
reading areas are to be found in the 
spacious park area surrounding the 
blocks. In fact, the apartment blocks 
cover only 30 per cent of the site 
area, thus permitting generous land- 
scaping of the remainder. 


Fine Parking Facilities 


Parking facilities are mostly un- 
derground (85 per cent). Convenient 
parking for the remaining 15 per 
cent is above ground, sheltered by 
shrubs and trees. The main tenant 
parking garages are linked with 
apartment interiors by elevator ser- 
vice. There are facilities for a total 


of 1,340 cars. 

The location of the project is ex- 
ceptional from a communications and 
traffic point of view, for three sub- 
way stations, one at each end and 
one in the center of the area, provide 
quick meas of travel for that major- 
ity which will probably leave its cars 
at home when proceeding downtown, 
while the fact that 8 city streets in- 
tersect the property will ensure that 
any possibility of traffic congestion is 
eliminated. Access for commercial 
vehicles will be underground for 
more efficient delivery and in keep- 
ing with the character of the devel- 
opment. 

It might be thought that, with 
covering over the subway and erec- 
ting buildings on the newly acquired 
land, a noise-vibration problem would 
be created. Accordingly, New York 
and London (England) transit au- 
thorities were contacted for advice 
on the matter in which they solved 
the problem. Soundings were also 
taken in Toronto city buildings at 
present located over the subway line. 
As a result, it has been ascertained 
that noise/vibration can be wholly 
eliminated by proper engineering. 

Apart from the fact that this am- 
bitious development will still further 
enhance and modernise the changing 
face of rapidly expanding Toronto, 
the Crescent Park Project will pro- 
vide the city with $1 million addi- 
tional tax revenue annually from an 
area which, at present, brings in no 
return whatsoever. 


Moving Shop! 


August |5th will be a busy day for the staff of the C.A.R.E.B. and 
O.A.R.E.B. 


That's the day they move offices from a corner of the Toronto Real 


Estate Board building to a new location at 109 Merton Street. Beaming 
over the move is secretary-treasurer Bill Follows who advises that the 
new site has air-conditioned offices and more space to house the grow- 


ing association's increasing activities. 


Letters and communications to the C.A.R.E.B. and O.A.R.E.B. 
and the C.I.R. should be addressed to the new address, 109 Merton 


Street, Toronto 7, as from August 15. 














Pre-Conference Report 
Shows Big Plans Afoot 
For “Best-Yet’ Get-Together 


Vancouver Realtors Have Lined Up 


Attractive Program of Speakers, 


Panels, Discussions and Entertainment 


Will you be there when the C.A.R.E.B. Conference opens in 
Vancouver this October? We know that you will if you possibly can, 


because this is the event of the year . 


bigger and better than ever. 


At the conference you will have a 
chance to hear top flight speakers 
from all over Canada and the United 
States, discussing the particular 
aspects of the Real Estate business in 
which they are experts. At no other 
single place during the course of the 
year can you find so much top 
calibre talent gathered together for 
your benefit. 


informality, Too 


And quite apart from the formal 
business sessions with the prepared 
speeches, there is the informal chat 
over coffee or drinks with a fellow 
Realtor from your home town or 
from the other end of the country 
whose problems may be exactly the 
same as yours or quite different .. . 
ones you have faced before and can 
help him with, or ones that you are 
now facing and he has experienced 
before and can return the favor. 

The C.A.R.E.B. Conference is an 
active conference because it is a 
business conference, yet in the midst 
of the many professional activities 
are interspersed moments of con- 
siderable enjoyment. You will have 
an opportunity to go dancing in the 
Hotel Vancouver Ballroom—dine and 
enjoy some of the best food on the 
Pacific Coast, go out on the town, or 
just plain relax. You'll have ample 
opportunity to see and enjoy Van- 
couver. 


. . and this year the event is 


Here at the crossroads of the Seven 
Seas where the Pacific waters lap at 
the rugged shore, forested solitude is 
combined with sophisticated cosmo- 
politanism. Vancouver is a major 
national and_ international trans- 
portation centre. Bus, rail, steamship 
and airlines all converge on this 
point, and well they might, for inside 
Lions Gate Bridge, is the Pacific 
Coast’s best natural harbor. Van- 
couver Airport is Canada’s second 
busiest. Four railways have termi- 
nuses here. Many local and _ inter- 
national bus lines make this a jump- 
ing off point for tours and scheduled 
runs. 


Stanley Park Sights 


Here too, is world-famous Stanley 
Park 1,000 acres of forested 
playground. Amidst this setting of 
trees, lawn and seas is the finest zoo 
in Western Canada—along with it is 
the recently opened aquarium, rapid- 
ly becoming one of the foremost in 
North America. 

Take time out to look around this 
beautiful park and enjoy the scenic 
drives . . . see beautiful Lost Lagoon 
. .. Beaver Lake, a natural home for 
ducks and other wild life, Siwash 
Rock, a bit of fable extended into 
the present. See too Lions Gate 
Bridge spanning the First Narrows 
and look North and see Vancouver’s 
proud new Second Narrows Bridge 
being built across the waters of the 


inner harbor. Cross over Lions Gate 
Bridge and drive up the North Shore 
and see Hollyburn and Grouse 
Mountains, where chair lifts will 
whisk you up the mountains and pro- 
vide you with a panoramic view of 
Vancouver unequalled in any other 
major city in North America. At the 
top of each of these two lifts you will 
find chalets to cater for everything 
from a sandwich to a full course 
meal. 


Famed Bridge 

While you’re on the North Shore 
take a run up to Cleveland Dam, one 
of the cascading waterways that pro- 
vides power for Vancouver. Below 
Cleveland. Dam see the internation- 
ally famous Capilano Suspension 
Bridge, 200 feet above the cascading 
glacier-fed Capilano River, Run out 
to Horseshoe Bay, Whitecliff Park 

. enjoy the rugged B.C. coastline 
enhanced by man _ with beautiful 
homes and gardens. 

Returning again through Stanley 
Park, the bustle if the city will im- 
mediately make its impact felt upon 
you after your return from the com- 
parative solitude such a short dis- 
tance away. 


Spectacular Arboretum 


Then too, there is Exhibition Park 
with its B.C. Building, and Empire 
Stadium; The University of British 
Columbia, Canada’s most picturesque 
campus—Queen Elizabeth Park with 
its famed aboretum, and another 
spectacular view of Vancouver. 

Here too you can enjoy sports... 
almost any sport you're interested 
in—sailing, tennis, skiing, ice hockey, 
baseball, basketball, football and 











J. S. STEVENSON, CAREB President 


English soccer and cricket are all to 
be had in Vancouver at various 
times of the year. Myriad streams 
and lakes provide fighting fish, as 
well as the open waters of the Paci- 
fic, which abound in Steelhead and 
Salmon. Golf—at any one of the 
major courses of Vancouver on the 
several putting greens and on Stan- 
ley Park’s unique pitch and putt 
course which looks simple and is 
really quite a difficult course. 


As a part of the Vancouver con- 
vention proceedings, you'll have an 
opportunity to see Vancouver from a 
bus on Tuesday morning. 


Fine New Buses 

By fortune of timing you will also be 
amongst the very first people to ride 
on some of Vancouver's newest sight- 
seeing buses scheduled for delivery 
one short week ahead of the con- 
vention. These are ultra modern and 
fully comfortable glass topped view- 
liners. 

Or is entertainment your forte? 
Vancouver offers a wide variety of 
night life, with nightclubs floor shows 
and excellent cuisine. Gastronomic- 
ally Vancouver is perhaps best known 
for what is often described as the 
best Chinese cuisine in the western 
world. In the second largest China- 
town on the North American con- 
tinent, you will find almost every 
type of restaurant, from the modern 
western style to the traditional 
Chinese cafe where guests eat with 
chopsticks. 

If you’re culture-conscious this is 
the place. Vancouver is a city that is 
exceptionally conscious of the neces- 
sity of endowing future generations 
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“As president of the Canadian 
Real Estate Boards, I take pleasure 
in extending a personal invitation to 
the membership to attend your asso- 
ciation’s annual conference in Van- 
couver. 


“It is at our annual get-together 
that we can best discuss and solve 
problems which confront us in our 
day to day business. 


“The good fellowship and many 
friends that we make on the occasion 
of our conferences are beneficial, not 
only from a business point of view, 
but towards the enrichment of our 
individual friendships and collective 
fraternity. 


with a heritage of culture. It enjoys 
an advantageous position in the 
North American concert circuit, has 
a fine symphony orchestra which 
features world famous artists as 
guests, has a modern art gallery dis- 
playing master works representative 
of every style of painting together 
with sculpture, both modern and tra- 
ditional. This is the home of the 
Indian art so noted throughout 
Canada, where you'll see unique 
totem poles, canoes, weaving and 
pottery in both their original and 
modernized forms. 

The area around Vancouver is ideal 
color camera country, so be sure to 
bring your camera. Then, _ too, 
another thing we recommend that 
visitors bring in the late Fall is a 
raincoat, as you are quite likely to 
run into the showers that make Van- 
couver the wonderful evergreen play- 
ground that it is. 


For The Ladies 


A well balanced program has been 
drawn up for the ladies. Amongst the 
items lined up for your entertain- 
ment are a luncheon in the Hotel 
Vancouver Ballroom and a reception 
and dinner in the same place on 
Monday, all of which are joint meet- 
ings with the men. 

On Tuesday morning, you and your 
husband can enjoy the Realtor’s tour 
of Vancouver. See the sights—and 
listen as the many attractions are 
outlined by your guide. 

At 12.30 Tuesday, there’s a Ladies 
Luncheon at the Panorama Roof of 
the Hotel, where you'll have an op- 
portunity to meet Winnifred Mather, 
Women’s Fashion Editor of the Van- 


“As a result of the mid-term con- 
ference, there’ll be some far-reaching 
ideas submitted to membership for 
its approval with the purpose of con- 
stituting all organized real estate in- 
to a closer-knit national entity. 


“Our business is becoming more 
complex every day. In the panels, 
speeches and discussions presented at 
the conference, you'll find greater 
understanding of our profession. 

“There'll be lots to hear, lots to 
discuss and lots to see at Vancouver. 
I look forward to seeing you there 

. at the Association’s most im- 
portant activity of the year.” 


—J. S. Stevenson. 


couver Province, and see her delight- 
ful “Accessory Story”. 


In the evening there’s a dinner at 
the Hotel, followed by Vancouver 
Varieties, an assemblage of the best 
entertainment available in Vancouver 
at the time of the conference. 


Art Gallery Visit 

On Wednesday you'll visit the Van- 
couver Art Gallery for a snack at 
noon. Here you'll be treated to a dis- 
play of the Arts as the Gallery is 
always hosting either local or visiting 
displays of paintings, sculpture, 
photographs or similar attractions. 
(The full Fall schedule has not been 
completed at the time of writing, so 
that we are unable to state the exact 
display you may expect.) 


Then at six, there’s the final re- 
ception of the conference, where 
you'll be able to bid adieu to your 
many new and old friends for another 
year. 

In addition, Vancouver offers 
fabulous shopping in both great de- 
partment stores and small specialty 
shops of which we have possibly a 
greater percentage than any other 
city in Canada. Here you will find 
exotic goods from the Orient, native 
Indian woodworking and other crafts, 
the finest modern European china, 
woodworking, etc. 


You can enjoy tea in any one of 
the many parks around Vancouver 
and in the downtown area. In West 
Vancouver, if you wish, you can 
enjoy coffee and sandwiches or a full 
meal out in the open at a sidewalk 
cafe. Bring your camera and_ bring 
your raincoat, but most important of 
all, bring your husband. 








Conference Personalities 


Details of more of the top-flight speakers who'll address meetings 
and panels at Vancouver. 


Dean Plans Real Estate Courses 


Among those who greatly assisted in the develop- 
ment of courses in real estate in Vancouver is 
Dean E. D. MacPhee. Dean of the Faculty of 
Commerce at Vancouver University, Dean Mac- 
Phee had previously had a variety of experience 
in business and industrial firms, latterly as director 
of a firm of industrial consultants. He will address 
the luncheon meeting of the CIR. 





P-R Chief Will Address Realtors 


Public relations chief in B.C. for the Aluminum 
Company of Canada, George G. Vincent has 
travelled widely. Serving during the war as head 
of the Canadian section of the British Ministry of 
Information, Mr. Vincent worked in Canada on the 
staff of the United Kingdom High Commission as 
director of the office of information in Ottawa. In 
1949 he returned to British Columbia (he had 
graduated from UBC) to join Alcan. VA 


NAREB President to Visit Vancouver 


Ways in which organized real estate plays a grow- 
ing and positive part in the development of the 
nation will be discussed by Kenneth S. Keyes, 
president of the National Association of Real Es- 
tate Boards. Mr. Keyes has been active in real 
estate in Florida since 1925, building his company 
from a single desk operation to one which now 
operates hotels, office buildings and other realty 
enterprises. 





Heads Management Round Table 


Raymond Bosley is a partner in the firm of W. 
H. Bosley & Co., one of the oldest established 
real estate offices in Toronto. He is at present 
V-P of the Toronto Real Estate Board and a region- 
al V-P of the Institute of Real Estate Management 
of the National Association of Real Estate Boards, 
and has served as chairman of a number of its 
committees. 


Sales Expert is Dynamic Speaker 


Active in real estate since 1936, Hugh Shortill is 
president of the Toronto real estate firm of Shortill 
and Hodgkins Ltd., Mr. Shortill (B.Comm.,F.R.I.) has 
written many articles on selling real estate and has 
lectured all over Canada. He's a past president of 
CAREB, and the Society of Residential Appraisers. 
His topic at the convention will be salesmanship. 





More PERSONALITIES on page 13. 








Entertainment Plans 
Moving Ahead 


Reports from Vancouver indicate 
that entertainment at this year’s con- 
ference will be on a par with, or 
better than, previous conventions. On 
Tuesday evening, the dinner devoted 
to a fun night and dance, the Con- 
ference Committee has_ created 
“Vancouver Varieties’, which will 
feature top singers, novelty acts, 
comedians, instrumentalists and pos- 
sibly even a spectacular combo and a 
barber shop quartet. Final arrange- 
ments with the artists have not yet 
been completed, as bookings that far 
in advance are difficult to procure. 


Listing Display 

Also scheduled for inclusion in the 
conference program will be a display 
of how Vancouver operates its high 
speed Multiple Listing Service opera- 
tion. Manufacturers and suppliers of 
the equipment used will have demon- 
strator models on hand and will give 
demonstrations of how each is fitted 
into the smooth flowing overall plans. 

Other displays are being planned 
for, with arrangements in the hands 
of local committees. 


Enjoy Sights 
On Vancouver Tour 
In New Buses 


A free two-hour tour of the scenic 
highlights of Vancouver city will be 
one of the entertainment features of 
the convention. 

Scheduled to leave from the Van- 
couver Hotel at 9:45 a.m., Tuesday, 
the trip will take in the most in- 
teresting points around the city, 
stated Charlie Brown, chairman of 
the Realtor’s Tour committee. 


See Parks, Beaches 


Delegates and their wives will see 
the green parks, public beaches, the 
rapidly expanding University of 
British Columbia campus and as 
many residential and business areas 
as time will permit. A certainty on 
the trip will be a jaunt to the top of 
little Mountain Park which affords 
an excellent panoramic view of Van- 
couver City, the North Shore and 


surrounding areas. 


Adding to the enjoyment and com- 
fort of the trip will be the latest in 
new viewliner buses, coincidentally to 
be delivered to the charter bus com- 
pany a few days before the conven- 
tion tour will be held. 








TRAVEL TIPS 


Taking Train or Plane to Vancouver? 
Here are money saving pointers... 


This year we've been able to 
arrange for special rates for dele- 
gates travelling to the CAREB 14th 
Annual Conference. The saving is 
considerable and provides one more 
encouragement to realtors to attend. 


Travel By Air 

The TCA convention travel service 
offers delegates a saving of roughly 
10 per cent, on either a one-way or a 
round trip ticket. Stopovers en route 
are permitted, but travel may not 
commence before 15 days prior to the 
last day of the conference, that is, 
October 9th. 


To obtain your TCA convention 
travel service special rate, write to 
the secretary of the association, H. 
W. Follows at 109 Merton Street, 
Toronto. He will forward your cer- 
tificate, which you must present to 
your TCA office when you purchase 
your ticket. All those travelling by 
air should make their plane reserva- 
tions immediately to be sure of 
having space. 


Travel By Train 

The standard certificate plan for 
travel by rail operates as follows: 
1) Purchase a one-way regular first 
class or coach ticket to Vancouver. 
2) Secure from your local ticket 
agency “Standard certificate form”. 
All ticket agents will be advised of 
the CAREB conference in Vancouver 
and when you purchase your ticket 
simply advise the agent that you 
are attending it. 
3) Immediately upon arrival at the 
conference, present this certificate to 
Bill Follows for validation. 


Benefits of the plan are dependent 
on the number of persons using it. If 
50 or more use it and have their 
certificates validated at the confer- 
ence, then the price of the return 
fare ticket will be one half of the 
one-way normal first class or coach 
class fare (whichever you paid on the 
going journey). 

If 49 or fewer delegates use the 
plan, then each will have to pay the 
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difference between the one-way fare 
he paid to come and the regular 
round trip fare of the same class. (In 
other words, the normal return fare). 

This scheme needs the participation 
of more than 50 delegates to be 
successful. The saving which results 
is considerable, so we urge all dele- 
gates who are travelling by train to 
make sure they ask for a Standard 
certificate form and take advantage 
of the saving. 


Travel By Car 

Many delegates will doubtless wish 
to tarvel to the Conference by car, to 
take advantage of the beautiful 
scenery en route, in Autumn dress. 

If you travel this way, be sure you 
allow sufficient time, for it is a long 
drive and an exhausting one if it is 
rushed. (Vancouver is nearly 3,000 
miles from Toronto.) 

Whichever way you travel, make 
sure you do travel. The important 


thing is that you do get to Van- 
couver. 


Last Call 
For Hawaiian Holiday 


Bill Follows advises that he has a 
large folder of applications for the 
tour to Hawaii, that the C.A.R.E.B. 
is arranging to follow the Vancouver 
conference. 

“If you haven’t sent in your ap- 
plication” advises Bill, ‘better do so 


COVER PHOTO 


Our cover photo this month 
shows Vancouver's rapidly chang- 
ing skyline with the Hotel Van- 
couver in the foreground. 


Immediately in front of the 
Hotel in this photo is the new 
Vancouver Public Library build- 
ing. To the left is the new Bur- 
rard Office Building. 








now, as bookings for this enchanting 
trip will be closed soon.” 

Why not top off your visit to the 
Vancouver convention with a 12-day 
trip to beautiful Hawaii? 

This trip is available to delegates 
who will be attending the annual 


conference in Vancouver. Present 
arrangements are to leave Vancouver 
by CPA on October 25th. The 12-day 
vacation would give time for sight- 
seeing, shopping, surfing, hula shows 
and other traditional Hawaiian festi- 
vals, including “luau” or traditional 
Hawaiian feast. 


Reasonable Rates 


Cost of the tour is most reasonable 
as arrangeemnts are being made on 
a group basis. Air fare to Honolulu 
and return from Vancouver is $250 
per person. Single accommodations at 
the Surf Rider Hotel will be about 
$175, double about $130 per head, 
covering the 12 days. 

If you are interested in knowing 
more about this tour, or if you have 
any questions, we would ask you to 
contact Bill Follows, Executive Sec- 
retary, C.A.R.E.B., 109 Merton St., 
Toronto 7. 

Bill is most anxious to get final 
indication as to the number who will 
be taking this tour as early as pos- 
sible, so we would ask that you ad- 
vise him immediately if you are even 
tentatively interested. 


@ Conference 
Registration Form 
Overleaf 





EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 
Est. 1846 


Hamilton, Ontario 

















CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


14th Annual Conference, 1957 


Sunday, Monday, Tuesday, Wednesday .. . October 21 to 23 


Hotel Vancouver, Vancouver, B.C. 


REGISTRATION FEE Registration fee includes everything, all business sessions, 

Brokers, Salesmen, all luncheons, all receptions, all dinners, final banquet, 
and Salesiadies ..... $45 and entertainment. 

Wives and Guests ..... $30 Cheques should be made payable to: Canadian Association of 

Daily Registration . $15 Real Estate Boards. 







You'll be able to enjoy the 1957 C.A.R.E.B. convention in come first served basis. In order to obtain the hotel accom- 
Vancouver if you know that the hotel space you want is all ar- modation of your choice, review the hotel rates outlined below, 
ranged. And the best way to do that is to register now. This make your selection and REGISTER TODAY. If possible fill 
will be the biggest convention in the Association's history. Not out the form completely, not omitting the time of your arrival 
all delegates will be able to register in the Conference hotel. so your room can be ready when you want it. 


Reservations in the Hotel Vancouver will be granted on a first 









CONFERENCE HOTEL ACCOMMODATION 
HOTEL | NO. OF ROOMS | SINGLE DOUBLE SUITES | DOUBLE RATE | KITCHEN 





Hotel Vancouver ‘ | 250 | $8.50 - $11.00 $12.00 - $15.00 _ | $22.50 to $30.00 -- 


Hotel Georgia ; 50 $10.50 $11.00 3 













Devonshire Hotel ........... | 37 | $9.50 - $10.00 | $10.50 - $11.50 2 $11.50 plus $5 extra | 


Ritz Hotel ... , 2 : — | —_ _ 2B — Yes 
Hotel Grosvenor ‘ 45 | $4.50 - $7.50 $7.50 _ | -- | — 
York Hotel .... raisers 25 $6.00 _ _ _ 


Burrard Motel . ieotiaiase ih 30 $7.00 - $8.00 $10.00 - $12.00 — — _ 


Kamlo Motel . a _ — 15 | $12.00 | Yes 





Sylvia Hotel Giaenenane 30 1 $8.00 - $10.00 i $8.00 5 | $15.00 up \ - 







The Georgia, Devonshire and Ritz Hotels are all less than one block from the Hotel Vancouver. The Grosvenor and York Hotels and the Bur- 
rard Motel are less than two blocks; whereas, the Kamlo and the Sylvia are not within walking distance. 


ET ee ee ee er ae ee Te Te ee ee ee 1 
C.A.R.E.B.'s 14th ANNUAL CONVENTION, OCTOBER 21-23, 1957, VANCOUVER, B.C. 
| TO: Registration Chairman, | 
| Vancouver Real Estate Board, 883 Howe St., Vancouver ,B.C. | 
| 
| | plan to attend the conference, and enclose my cheque for $ : to cover the registration fee. It is understood that in the 
| event | am unable to attend, this advance will be refunded to me, provided | advise you before October 10, 1957. | 
| | 
| NAME ; See eae 5 STATE | 
| (Broker, Salesman, Guest) | 
| ADDRESS . o CITY & PROV. | 
| am a member of the ; .....Board. 
| Hotel (ist choice) issnasiel Accommodation required | 
| (2nd choice) 7 sapdeisaaicaipaaiiaaaeanmtitiasidieataandediliads Accommodation required | 
Arrival date and time ‘eatpialistedealies sssstisssssessesearseseeeeaenseeeeeee Departure date and time . 
| Below | have indicated exactly how | would like my name to appear on my identification badge: | 
MY NAME ; iechencseebiacisiaan eect ap stebniealaicoeuniseeaiaadil WIFE'S NAME | 
| 








Convention Planner 


Gives Worthwhile Tips 


If you are anxious to obtain the 
maximum benefits to be derived from 
attendance at the Conference at Van- 
couver, plan your own participation 
now by folowing these recommenda- 
tions: 

e Avoid disappointment, make your 
reservations well in advance. 

Specify the type of accommodation 


you would like and the price you 
are willing to pay. 


e Write or telephone men from 
other parts of the country, men you 


Conference Personalities 


(Continued from page 10) 


Ex-Navy Padre Colorful Speaker 
Rev. "Billy" Hills is widely known in the West 


as an outspoken critic of government, morals etc. 
Both dynamic and colorful, he is in wide demand 
as a speaker. Born in Leicester, England, Rev. Hills 
was educated at University College in Toronto and 
was ordained into the Anglican Church of Can- 
ada. He served as a padre in the Royal Canadian 
Navy during the war, after which he went to Vic- 
torio as minister of the Cadboro Bay Church. 








hope to sit down with during off- 
hours at the convention and make 
appointments to get together. 


Jot down specific problems that 
now confront you in your business, 
plan to bring them up for dis- 
cussion at open forums or dis- 
cussion groups. 


When you get to the convention, 
check the list of delegates to make 
sure you do not miss an oppor- 
tunity to visit personally with 
distant friends. 


Capitalize on meal-time hours. 
Arrange to eat with different 
groups of business friends each 
meal. 


Make it a point to see and be seen 
by all of your colleagues. Swap a 
story or experience with them. Let 
them realize that you are anxious 
to co-operate for mutual benefit. 


Plan to spend at least some time 
with old friends and new in an 
old-fashioned bull session. Many a 
tip, more valuable than any in the 
best planned program, is dug out of 
such informal talk. 


Keep a list of all new acquaint- 
ances made at the convention. 
Write to them when you get home 
and keep in touch with them 
during the year. 


Know your limitations. Over- 
abundance of food and drink and 
under-abundance of sleep make 
Jack —or anyone else—a dull boy. 
And speaking of Jack, the old 
adage has it that all work and no 
play has a similar effect. In Van- 
couver there are many things of 
interest to see and do. Find out 
about them as soon as you get to 
your hotel and plan to interrupt 
your hard work at the conference 
with some good old-fashioned hard 
play. 

—E. D. Parrisk. 
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Ker Discusses Property Management 


Shopping Centre Expert 


Mr. Lowden's topic at the convention will be 
“Some aspects of Shopping Centre Development 
and their possible effects on the Central Shopping 
Area.'' Manager of the Montreal branch of Manu- 
facturers Life, Mr. Lowden is a past president of 
the Montreal Real Estate Board and is a member 
of the Canadian and American Appraisal Insti- 
tutes. Of late years he has specialized in studies 
and analyses of shopping centre development. 


Participating in the round table discussions, and 
with Property Management as his topic, is Col. B. 
Russell Ker. Presently president of the Real 
Estate Board of Victoria, Col Ker has served on 
the board of the B.C. Association of Real Estate 
Boards, the CIR and the CAREB. Educated at 
UBC and RMC Kingston, Col. Ker served in both 
wars. He has been practising real estate in Vic- 
toria since 1919. 








Panelist is Licensing Board Chairman 


Leading the round table discussion of license law 
is H. P. Bell-Irving. President of Bell-Irving 
Realty Limited with three offices in Vancouver, Mr. 
Bell-Irving is a Fellow of the CIR, vice-president 
of the Vancouver REB and has served for 3 years 
on the real estate licensing board in B.C. Briga- 
dier with the Seaforth Highlanders during the war, 
he returned to Canada with DSO & Bar and the OBE. 





The second part 
of Mr. Shortill’s article on 


Salesmanship has been held over 


till next month. 








1:00 p.m. 


9:00 a.m. 
12:00 noon 

1:30 to 

5:00 p.m. 


6:30 p.m. 
9:00 p.m. 


8:30 a.m. 
9:00 a.m. 


9:45 a.m. 


11:15 a.m. 


12:15 p.m. 





4 


ss ( 


ert 
eae 
iy. 


«, 


— 


PROGRAM 


Saturday, October 19 
REGISTRATION DESK opens 
GOLF 


Sunday, October 20 
JOINT MEETING of Eastern and Western 
Executive Committees 
REGISTRATION 
DIRECTORS’ MEETING 
GOLF or FISHING 
PAST PRESIDENTS’ DINNER 
RECEPTION 


6:00 p.m. 


Monday, October 21 
REGISTRATION 


7:30 p.m. 


OPENING SESSION 

CALL TO ORDER 

J. F. Kelly, conference chairman 
INVOCATION 

Bishop G . P. Gower 

WELCOME TO VANCOUVER 
F. J. Hume, Mayor of Vancouver 
WELCOME TO CONFERENCE 
J.S. Stevenson, president, CAREB 
ANNUAL REPORT 

H. W. Follows, secretary, CAREB 


8:30 to 


BUSINESS SESSION 
Speaker: Sam G. Russell, Director of NAREB 
Topic: The Human Side of Selling 


PRESIDENT’S ADDRESS 
J.S. Stevenson, president, CAREB 


LUNCHEON 
Speaker: Kenneth Keyes, president, NAREB 
Topic: Building a Real Estate Business 


4:00 p.m. 


9:30 a.m. 


9:45 a.m. 
12:30 p.m. 


2:30 p.m. 


October 19, 20, 21, 22, 23, 1957 


BUSINESS SESSION 

Speaker: J. A. Lowden 

Topic: Some Aspects of Shopping Centre Lo- 
cation as it Affects a Central Shopping 
Area. 

CO-OP PANEL 

Moderator: P. A. Seagrove 


ORGANIZED REAL ESTATE IN CANADA 
Chairman: J. S. Stevenson, president, CAREB 
Panel members :— 


Homer R. Kellough Alberta 
Herbert R. Fullerton British Columbia 
Andrew Turpie Manitoba 


John F. Ritcey New Brunswick 


J. H. Roy Nova Scotia 
P. J. Harvey Ontario 
Georges Coillard Quebec 
S. G. Clear Saskatchewan 
RECEPTION 
(Courtesy of Real Estate Board of Vancouver) 
DINNER 
Speaker: Dr. Trueman 

(Tentative) 


Tuesday, October 22 


ROUND TABLES 


Appraisals D. Back 
Property Management R. Bosley 
Advertising S. Melton 
Listings K. Wiles 
Licence Law H. P. Bell-Irving 
Investment Property E. Yarmon 


REALTORS’ TOUR of Vancouver 
LUNCHEON . 
Speaker: Rev. Billy Hills 


BUSINESS SESSION 

Speaker: Hugh Shortill 

Subject: Selling on Today’s Real Estate 
Market 
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Fourteenth Annual Conference... Vanc 


®@ Join with your fellow Realtors from all across 
at this beautiful Pacific coast site, for six day: 
study, discussion and relaxation in professiona 


\ 


‘ 





fF Real Estate Boards 


Vancouver 


across Canada 


.oe OG. 


six days of educational 
fessional comaraderie 


, 


3:30 p.m. 


8:30 to 


10:00 a.m. 


10:15 a.m, 
11:30 a.m. 
12:15 p.m. 


| 2:15 p.m. 


4:00 p.m. 


RESIDENTIAL SALES PANEL 
Moderator: P. J. Harvey 


INDUSTRIAL COMMERCIAL PANEL 
Moderator: D. S. Mansell 


RECEPTION 


VANCOUVER VARIETIES: 
Held in the Ball Room and Banquet Room 
Dinner, Floor Show, Dancing (dress informal) 


Wednesday, October 23 


ROUND TABLES 


Appraisals A. Turpie 
Property Management B. R. Ker 
Advertising S. Melton 
Listings K. Wiles 
Licence Law H. P. Bell-Irving 
Investment Property E. Yarmon 


BUSINESS SESSION 
Speaker: E. M. Boerke, president, Society of 
Industrial Realtors 


ELECTION OF OFFICERS 
Chairman: J. S. Stevenson, president of 
CAREB 


LUNCHEON 
Speaker: George Vincent, Aluminum Company 
of Canada 


BUSINESS SESSION 

Speaker: Jules Saxe 

Subject: Method and Procedures of Operating 
a Real Estate Office 


BUSINESS SESSION 

Banquet Room 

Chairman: J. S. Stevenson, president of 
Report of Resolutions Committee: 

Col. B. R. Ker 

Amendment to Constitution and By-laws: 
L. K. Johnson 


6:00 p.m. RECEPTION 


7:00 p.m. FINAL BANQUET 
Installation of Officers 
Speaker: President Elect 


ADJOURNMENT. 


LADIES’ PROGRAM 


Sunday, October 20 
9:00 a.m. CHURCH SERVICES 


6:30 pm. PAST PRESIDENT’S DINNER, 
Hotel Vancouver Ballroom 


Monday, October 21 
12:15 pm. LUNCHEON, Hotel Vancouver Ballroom 
6:00 p.m. RECEPTION, Hotel Vancouver 
7:30 p.m. DINNER, Hotel Vancouver 


Tuesday, October 22 
9:45a.m. Realtor’s TOUR of Vancouver 


12:30 p.m. LADIES’ LUNCHEON in the Panorama Room 
of the Hotel Vancouver 
Winnifred Mathers, internationally recognized 
women’s fashion authority and now women’s 
fashion editor of the “Vancouver Province’, 
will present a special showing of ‘The Acces- 
sory Story’’. 


6:00 p.m. RECEPTION, Hotel Vancouver 


7:00 pm. VANCOUVER VARIETIES 
Dinner, Floor Show, Dancing (Dress informal) 


Wednesday, October 23 


12:00 noon Refreshments in the dramatically styled Van- 
couver Art Gallery, featuring an outstanding 
touring or local display of the arts. 


6:00 p.m. RECEPTION, Hotel Vancouver Ballroom 


For those wishing to see more of Vancouver, or enjoy 
shopping in the well-stocked Vancouver stores, the wives 
of the Vancouver Realtors, under Ladies’ Program Com- 
mittee Chairwoman Mrs. D. Mansell, will provide private 
transportation and guidance whenever possible. 


CLR. PROGRAM 


Friday, October 18 
4:00 p.m. BUSINESS SESSION 
9:30 a.m. EXECUTIVE COMMITTEE MEETING 


12:30 pm. LUNCHEON 
Speaker: Dean E. D. MacPhee 


Saturday, October 19 
2.30 p.m. GOVERNING COUNCIL MEETING 


10:00 a.m. GENERAL MEETING OF C.LR. MEMBER- 
SHIP. 








CO-OP REPORT 


June Sales Show Drop 


As Summer Heat 
Eases Buying Rate 


The graph shows that co-op sales 
eased for the month of June, as 
home-buyers hit by the warm sum- 
mer temperature’ turned _ their 
thoughts to vacations and cleaned up 
their fishing tackle and outboard 
motors and let thoughts of house- 
buying wait till later in the year. 

What the graph does not show, 
though, is that despite the fact that 
most boards reported decreased sales 
in June, others reported an increase 
from the previous month. Calgary’s 
June sales were $180,000 above their 
May record and Oakville reported 
sales $30,000 above the previous 
month. 


Sales were still a healthy $29 mil- 
lion across the nation, a $6 million 
increase from the month of June a 
year ago. They were down however, 
from last month’s record-shattering 
$32,900,000, by $3,800,000. 


Changes in Position 
There were few changes in the 
positions of the various boards re- 
porting. 
We have to search the list from 


country. 


Phil Seagrove, better known 
as "Mr. Co-op", with the 
comparative review of co-op 
operations 





across. the 








Millions 
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Monthly graph shows 
how this year's co-op 
sales across Canada 
now are well above 
the sales reported 
last year. 


JAN. FEB. MAR. 


first to fourteenth for any sign of 
change. Here the Windsor board 
overtook Brantford board by a small 
margin to climb to fifteenth spot 


CAREB Press Release 


“Home ownership is a_ family’s 
greatest protection against inflation”, 
says C.A.R.E.B. president J. S. Ste- 
venson. His remarks were published 
widely across Canada as the monthly 
C.A.R.E.B. press release went out to 
newspapers, Magazines and wire ser- 
vices across the country. 

The release continues with Mr. 
Stevenson’s assertion that the dollar 
has been losing its purchasing power 
at the rate of 4.2 per cent annually 
for the past ten years. 


Canada Not Alone 

This is characteristic of the cur- 
rencies of most countries of the west- 
ern world, Mr. Stevenson points out. 
In this respect, Canada is not as well 
off as U.S., where the dollar is depre- 
ciating only 3.4 per cent per year, or 
Switzerland, where the annual de- 
cline is a mere 1.5 per cent. 

At the same time, our country is 
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infinitely better off than Chile, whose 
currency each year is worth 25.3 
per cent less than it was the year 
before. 

Most governments, Mr. Stevenson 
claims, sanction inflation in their 
monetary policies. They do so be- 
cause of political pressures to sus- 
tain full employment at constantly 
rising wage levels. There is little 
evidence, in his opinion, of these pres- 
sures dimishing. They are more likely 
to become intensified. Therefore, it 
behooves people trying to save for 
their retirement, the education of 
their children, and family emergen- 
cies, to consider how to meet this 
peril. 

Mr. Stevenson states that any 
couple interested in their future se- 
curity and that of their offspring will 
give first thought to the purchase of 
a home of their own. 

“The sooner they take this step, 





Co-Op ‘Graph 





APL. MAY JUNE JULY AUG. SEPT. OCT. NOV. DEC. 


Total Sales in 1956, by months. 
Total Sales in 1957, by months. 


with the Brantford return not yet in. 
A little farther down the list, Sar- 
climbed one place to beat Oakville 
for nineteenth spot. 


the better,’”’ he comments. ‘‘Mortgage 
amortization tables favor young fami- 
lies. Over a long period of time, they 
can pay off the interest and principal 
in easy monthly installments”. 

Mr. Stevenson tells of a house local- 
ly that cost $13,500 to build three 
years ago and sold for $16,000 the 
other day. This is not exceptional, 
he says. Another house, bought near- 
ly half a century ago for $900. and 
well maintained by the owner, re- 
cently brought a price of $12,000. 


Inflation Protection 

There’s no denying that investment 
in a home of their own is the great- 
est all-round protection Canadians 
can have against inflation. News- 
papers are ful of stories about pros- 
pectors who find uranium, specula- 
tors who make a killing in the stock 
market, and farmers who get a fabu- 
lous price for their land. But the 
average family can reap a reward 
too, by not dissipating its income in 
rent and instead investing it in home 
ownership.” 
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APPRAISAL 
SECTION 






Your Appraisal Editor, J. |. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 
He has also successfully completed the 
Post Graduate Course in Town and Regional Plan- 
ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 
the School of Graduate Studies, University of Tor- 
onto. Mr. Stewart is manager of the Appraisal and 
Mortgage Department of Shortill & Hodgkins Ltd., 


For What It’s Worth 


School. 





Toronto. 





J. 1. STEWART 
M.A.L, A.A.C.1., 
S.R.A. 





The Land Residual Technique 


By J. i. STEWART 


Much has been written about the above method of 
estimating site value and many appraisers make use of 
the technique, not as a primary method of estimating the 
value of a revenue producing property but rather as a 
check against estimated site value as arrived at from 
some other source. It is suggested that this is the only 
valid use of the approach and that even when so used, 
the estimates are subject to serious doubts as to their 
accuracy despite the use of great care by the appraiser 
in building up his operating statements and analyzing the 
capitalization rate applicable in the particular instance. 

Before going into a discussion as to the pitfalls involved 
in using the Land Residual Technique, we must under- 
stand what it is and why it has received such widespread 
use. The principle is that, in an appraisal of a site which 
is capable of producing revenue, an estimate of its value 
can be obtained by visualizing the erection of a hypo- 
thetical new building which will develop the property to 
its highest and best use, and then building up revenue and 
expense statements to arrive at net revenue. 


Estimated Net Revenue 

The estimate of net revenue will be that earned by the 
property as a whole so that if from this net is extracted 
the capital charges on the cost of the hypothetical build- 
ing (i.e. a return on capital plus a return of capital), the 
remaining net income will be attributable to the land; 
then when this is capitalized at the appropriate rate (i.e. 
a return on capital) an indication of the actual market 
value of the site will be given. 

The above sounds so simple and its very simplicity is 
misleading; as will be pointed out herein very minor 
variations in the estimated revenue, expenses or appli- 
cable capitalization rates will cause tremendous varia- 
tions in the residual land value; for instance, in a recent 
research project carried out by the writer, it was found 
that the following percentage changes in the indicated 
variables resulted in percentage changes in residual value 
as shown: 
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1 per cent change in capitalization rate resulted in a 280 
per cent change in residual land value. 


1 per cent change in operating expenses resulted in a 
50 per cent change in residual land value. 


4 per cent change in revenue resulted in a 90 per cent 
change in residual land value. 


If we look at the question squarely we will see that 
in fact land is always residual in as far as an improved 
property is concerned; the economist has always so 
maintained and in fact the Appraisal Institute of Canada 
in its teaching points out that we must pay off the Agents 
in Production in such an order that land takes only what 
surplus revénue may be left over after the costs of labor, 
co-ordination and capital charges on improvement, have 
been met; clearly then land is truly residual. 


Has Inherent Problems 

Due to the great volatility in this valuation approach, 
the Appraisal Institute of Canada has for many years, 
however, taught that the Land Residual Technique should 
rarely be used as the main capitalization process and that 
in practically all appraisals the Building Residual Tech- 
nique will be used (i.e. the capital charges on land are 
deducted from net income so that the remaining income is 
attributable to the improvements). This does not say 
however that the technique has no value as an appraisal 
tool; it has but only if used with a full recognition of the 
inherent problems. 


While economically and practically land is “residual”, 
from an appraisal viewpoint then it is only considered as 
being so in very rare cases; generally the building is con- 
sidered as being residual. The reason for this is that as 
land typically represents only from, say 10 per cent to 
25 per cent of the total value of a property, any error in 
estimating revenue, expenses or costs of capital will be 
magnified greatly by considering the land “residual” but 
only to a minor extent if the building is made “residual”. 





Validity of Assumptions 

It will be seen then that the whole validity of a land 
residual valuation rests upon the validity of the assump- 
tions made. To apply it properly the appraiser must make 
an extremely careful analysis of all cogent matters and 
the application of general percentages (say to reflect 
operating expenses) is fraught with danger . . . such 
danger is however minimized if the percentages used are 
based on broad averages; in fact in the research on which 
the illustrations used herein are based averages were 
used (under the specifications of reference of the writer’s 
retainer) but these averages were in the first place de- 
rived from a very broad base and in the second place 
checked against the actual experience in a development 
such as the one visualized. 


A Hypothetica! Case 


In building up the hypothetical subject matter for the 
estimates a large area in the central portion of a major 
Canadian city was selected and it was visualized that a 
large apartment development would be erected thereon; 
there would be 1,440 suites ranging in size from bachelor 
to 2 bedrooms and the distribution of these was such that 
the average monthly rental (before any allowance for 
vacancies was made) would be $120; the land residual 
valuation was developed as follows under a capitalization 
rate of 9 per cent made up of a 7 per cent return on 
capital and a 2 per cent return of capital: 


. Remaining 
Less Capital . 
Gross Expenses Net charges on Aine. — 
Revenue P Revenue Improve- 
table to Value 
ments gee 





$2,075,000 $ 850,000 $1,225,000 $1,170,000 $ 55,000 $ 785,000 


Systematic variations in the estimated amounts of 
gross revenue and expenses and in the capitalization rate 
were then made and the following table illustrates the 
changes in residual land value (in the interests of sim- 
plicity only one variable was changed at a time and the 
others were held constant). 


Example "A": Change in Rent 


A.—A 4% change in average gross rent (i.e. $125 or $115 
per month per suite) 


Less Capital 
Gross Net Charges on Remaining Indicated Soe 
Revenue Revenue Improve- Income Land Value S"9"9 Sek 
maaahe original est. 


$2,160,000 $1,274,400 $1,170,000 $ 104,400 $1,491,420 +90% 
$1,987,200 $1,172,450 $1,170,000 $ 2,450 $ 35,000 —95% 


Example "B": Change in Expenses 


B.—-1% change in the operating expense—revenue ratio 
(up 1% or down 1%) 


Less Capital 


Gross Net Charges on Remaining Indicated Senton 
Revenue Revenue Improve- Income Land Value ©"2"9 Saat 
ae original est. 


$2,075,000 $1,203,500 $1,170,000 $ 33,500 $ 478,570 —55% 
$2,075,000 $1,245,000 $1,170,000 $ 75,000 $1,071,420 +27% 
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Example "C": Change in Returns 


C.—1% change in the rate of return on capital (ie. 6% 


or 8%) 
Less Capital 
Gross Net Charges on Remaining Indicated —— 
Revenue Revenue Improve- Income _ Land Value ae haat 
aaa original est. 


$2,075,000 $1,225,000 $1,040,000 $ 185,000 $3,083,000 -+290% 
$2,075,000 $1,225,000 $1,300,000 @ DS © 

The “market value” based on recent sales is probably 
about $4,000,000 which indicates that if the assumptions 
as to revenue and expenses are correct, the actual return 
in capital is from 5 per cent to 6 per cent. 

In conclusion it must always be borne in mind that any 
appraiser using the Land Residual Approach should only 
do so after careful consideration of the various assump- 
tions on which his estimates are to be based; if any one 
thing has been brought home forcibly to your editor in 
his appraisal practice it is that the technique is probably 
the least reliable of all appraisal tools and that weird and 
wonderful results can be obtained from its use. 


Plan for a Secure Future 


backed by real understanding 
of your chosen profession 
Enrol in the CIR Correspondence 
Course 
Details on page 6 


ADVERTISING STAYS 


Where 
ADVERTISING PAYS 


m 


© Properties For Sale 
@ Investment Properties 
® Suburban Properties 


®@ Land For Sale 


® Business Opportunities 


The Daily Star publishes more real estate 
advertisements than both other Toronto 


newspapers combined. 


TORONTO DAILY STAR 











Boston, Massachusetts 


Site of Fall NAREB Course 


Boston, Mass., has been chosen as 
the site of the NAREB course in the 
Principles of Real Estate Manage- 
ment being held this September. 

The famed lecture course of the 
Institute of Real Estate Management 
will be held in Boston from Sept. 
14 through 21—the first time since 
1949 that the course has. been 
brought to New England. The course, 
“Principals of Real Estate Manage- 
ment”, will be conducted at the 
Sheraton-Plaza hotel, with a faculty 
of top-flight management experts in 
charge. 


Locale Changes Yearly 


The courses are held each year in 
a different location to enable realtors 
from various parts of the United 
States to attend a course locally 
every few years. This year’s course in 
Boston would seem to be ideal for 
those who live in the eastern portions 
of Canada. A similar course was held 
in Jacksonville last June. 

Commenting on _ the_ extensive 
coverage of subjects, a student of the 
course held recently at Jacksonville, 
Fla., said: “I can recommend the 
course as an excellent investment to 


Week's Course Offers Thorough 


Coverage of Estate Management Principles 


anyone in the real estate field, be he 
interested in management or not. It 
is a good course for geenral real 
estate background as well as an ex- 
cellent course for those interested in 
the management field’. 


Faculty Members 


Members of the faculty will be: 

Kendall Cady, CPM, partner of 
Downs, Mohl & Co., Chicago; director 
of the Real Estate Research Cor- 
poration; president of IREM in 1948. 

William S. Everett, CPM, vice- 
president, Chicago Real _ Estate 
Board; specialist in co-op apartments. 

Lloyd D. Hanford, Sr., CPM, 
partner, Property Manageemnt Co., 
San Francisco; past president San 
Francisco Real Estate Board; faculty 
member, University of California. 

Henry G. Beaumont, CPM, owner 
Beaumont Co., Beverly Hills, Calif.; 
president of IREM in 1952; on 
faculty of University of Southern 
California. 

Durand Taylor, Sr., CPM, partner, 
Durand Taylor Co., New York; presi- 
dent of IREM in 1947; prominent in 
management, mortgage, brokerage 


To: INSTITUTE OF REAL ESTATE MANAGEMENT 
36 South Wabash Avenue, Chicago 3, Illinois, U.S.A. 


[]) | hereby apply for enrollment in the comprehensive course on Real Estate man- 


agement. 


L) | enclose $25 deposit on tuition fees 


() Please send me further details and syllabus of the course 


NAME 


ADDRESS 
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fields 28 years. 

The course starts Saturday, Sep- 
tember 14, with discussions of five 
topics: 

e Field of Real Estate Manage- 
ment. 

e Economics of Real Estate. 

@ City Growth and Change. 

e The Management Process. 

@e Management Accounting. 

The afternoon is devoted to an 
open forum. 

The syllabus for the ensuing seven 
days contains other topics of vital in- 
terest to those realtors interested in 
real estate manageemnt. Every phase 
is covered with discussions and talks 
on Maintenance, Contracts, Budgets, 
Office Buildings, Duplexes, Modern- 
ization, Personnel, Concepts of Value, 
Appraisal, Financing, Publicity, Tax 
Considerations, Insurance, Agree- 
ments and Fees. 

There’s an optional examination at 
the end of the course for those who 
intend to apply for Institute member- 
ship. 


Handy To Eastern Provinces 


To Eastern realtors who would 
like to attend this course, we suggest 
writing to the Institute of Real 
Estate Management on the form be- 
low for further partciulars. 

Enrollment is not restricted to 
members of the Institute, and is open 
to anyone needing more knowledge 
and training in real estate manage- 
ment. A passing grade in the closing 
examination will meet the Institute’s 
examination requirement for mem- 
bership. 

Tuition for the course is $96, which 
includes lecture outlines, conferences, 
text materials and other material 
furnished by the Institute. Applica- 
tions for enrollment may be filed with 
the Institute of Real Estate Manage- 
ment, 36 South Wabash Avenue, 
Chicago 3, Ill. 









Your 


PUBLIC 
RELATIONS 





Ever wondered how to get public- 
ity? Most of the work a real estate 
office does is concerned with primary 


needs for land and shelter. 
stuff that makes news! 

Take a look around your own firm. 
There'll be promotions and additions 
of personnel, physical expansion, new 
lines of activity, negotiation of sales, 
purchases and leases, financing and 
re-financing deals, plenty of develop- 
ments with genuine public interest. 

Always “people” your news—make 
sure the human angle is uppermost. 
Is that farm you're’ subdividing 
an ordinary piece of ground, or has 
it a link with the pioneer past? What 
about that office building on main 
street? Was one of the former ten- 
ants a prominent or historic figure? 

Names make news, so do large 
sums of money, or big building plans. 


That’s 


Schedule Your Releases 


Bob Faweett, editor of the Nation- 
al Real Estate & Building Journal, 
recently gave a talk outlining a well 
planned publicity campaign. 

He says, let’s imagine you are 
handling sales in a housing project. 
Space your publicity shots. Your 
first story can say you have assemb- 
led a 20 acre tract at such and such 
a place for the projected construc- 
tion of 50 seven room split level 
homes designed by architect John 
Doe with financing negotiated 
through the XYZ Mortgage Company. 

The next shot, fired several weeks 
later, reports that you have begun 
construction of a demonstration 
house. The story then picks up sup- 
porting data from the first release. 
Things are still fairly general and 
there is no detailed description of 
the homes. 

You wait another two weeks and 
then see whether you can place the 
yarn that the model home is rapidly 
nearing completion, with formal open- 
ing scheduled for such and such a 
date. In this story, you disclose a 
few details of the house itself. 

Next comes the big blast, scheduled 
to appear in the editorial columns of 
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the real estate section on the week- 
end the development opens. This 
describes the house and tract in de- 
tail, recaps a good portion of the 
previous material, and is accompan- 
ied by an 8” x10” glossy exterior 
photograph of the model home, prints 
of renderings, photographs of floor 
plans. 


Don't Forget Follow-up 

You'll be right back again on the 
editor’s desk next week with a story 
reporting how many persons turned 
out for the formal opening of the 
subdivision, how many sales were 
made and any other follow-up mater- 
ial. If the demonstration house has 
been furnished, send along interior 
photographs about three or four 
weeks after opening day. Then sit 
back and hope for another shot. 

As time goes on, hang additional 
stories on names of purchasers, open- 
ings of new sections, more pictures 
and any other angle you can think 
of to keep your story before the pub- 
lic. 

From time to time, you may want 
to prepare a “Think Piece’—an item 
in which you comment on a given 
situation or set of facts—you con- 
demn, praise, propose, appeal or do 
any number of things stemming from 
personal opinion. It’s akin to the 


newspaper editorial. You can specu- 
late on community growth or a new 
highway or mortgage financing or 
the business outlook. 

When submitting stories to your 
real estate editor, compress as much 
information as possible in the least 
space. Make your sentences short 
and snappy. Give the heart of your 
story in the first paragraph—your 
lead. Be sparing with adjectives and 
high-flown phrases. A news story is 
a statement of facts—not a free ad. 
Submit your copy early and make 
sure it’s typed double-spaced, neat 
and legible. 

Incidentally, it’s best not to try to 
crash the columns of your paper on 
the basis of the amount of advertis- 
ing you use. If this works at all, it 
will not likely be more than once. 
Be tactful and diplomatic. Let your 
publicity stand on its own merits. 


* * * 


Q: Does it pay to try to maintain good 
relations with people for whom I have 
failed to find a suitable house? 

A: It certainly does. One broker never 

fails to congratulate a former client on 


getting a house that satisfies him. In one 
case, six weeks afterwards, discovery of 
a flaw in the title brought the prospect 
right back to that particular broker! 


There is a reason why 
more Real Estate firms use 


CITY-WIDE 


ANSWERING SERVICE 


e Efficient Service 


© Low Cost 


e No message charges ® serving 
all Metro Toronto 


City-Wide Telephone Services 


LIMITED 


Head Office 67 Richmond St. W. 


EM. 6-4262 
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Real Estate 


Association 


Farm Purchase Credit Act 
Enacted in Alberta 


The province of Alberta recently 
enacted a Farm Purchase Credit Act. 
Some details about it are reprinted 
below for those agents and salesmen 
in the prairie provinces who devote 
much of their time to farm sales. 

The steps in the implementation of 
the Farm Purchase Loans are as 
follows: 

(1) The Municipality, by by-law, 
authorizes an application to establish 


LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET .. . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look . . . 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 
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a Farm Purchase Board. (Section 8 
of the Act.) 

(2) The Municipality enters into an 
agreement with the Provincial 
Treasurer. 

(3) A Farm Purchase Board is 
established as a corporation. 


(4) The persons wishing to purchase 
under the Act must make application 
to the Farm Purchase Board in the 
Municipality in which the farm he 
wishes to purchase is located. 


(a) He shall submit such evidence 
as the Board requires to establish, 


(1) That he is a Canadian citizen 
or British subject and that he is 
at least 21 years of age and not 
over 55 years of age. 


(2) That he has had at least 
three years experience in farming 
and has displayed average ability 
and capacity. 

(3) That he is of good character. 


(4) That his spouse, if any, ap- 
proves of his application for assist- 
ance under the Act and is aware of 
the liabilities being assumed. 


(5) The applicant must be pre- 
pared to pay 20 per cent of the 
purchase price. (Note) In certain 
instances the vendor may be will- 
ing to give the 20 per cent or to 
accept such other arrangement as 
shall not become a charge on the 
land being purchased. 


(6) The title to the land must be 
transferred to the Farm Purchase 
Board. 

(7) The Government will, for 
approved applications, turn over to 
the Farm Purchase Board 40 per 
cent of the purchase price or 
$7,500, whichever is the lesser, and 
this amount shall be paid to the 
vendor. 


EXECUTIVE COMMITTEE 


Aubrey M. Edwards, President, Calgary 

J. N. Winterburn, vice-president, Edmonton 
Directors: E. Jackson, Calgary; E. Sanders, 
Calgary; H. Molstad, Edmonton; R. Grierson, 
Edmonton; J. Rushfeldt, Delburne; L. Coward, 
Lethbridge; E. A. Wiseman, Red Deer. 


(8) The borrower will pay 5 per 
cent interest—the seller will re- 
ceive 414 per cent interest. 


(9) The term of the loan shall 
not exceed 20 years nor terminate 
later than the 66th birthday of the 
purchaser. 


Additional Information 

(1) Loans will be made to pur- 
chase only those farm units which 
are themselves economic units or to 
purchase lands which will be added 
to an existing farm and which will 
make the total unit an economic one. 


(2) No loans are made to purchase 
livestock or machinery or to build 
buildings. 


(3) No loans are made to purchase 
additions to farm units already worth 
$25,000 or more. The Board will be 
the final judge of value. 


(4) Loans are not made to pay off 
old debts or existing contracts. 


(5) The Municipality will have to 
accept responsibility for 20 per cent 
of any eventual loss on loans made 
through the Farm Purchase Board 
of the Municipality. 


(6) The vendor must agree to 
accept 10 per cent of any eventual 
loss. 


(7) Repayments are made to the 
Farm Purchase Board and_ dis- 
tributed to the vendor and the 
Government of Alberta on a pro rata 
basis. 


(8) Five per cent of each payment 
will be placed in an assurance fund 
form which at least interest pay- 
ments will be made in any year in 
case of total revenue failure due to 
uncontrollable causes. 


(9) It is hoped that these can be 
made insured loans at very reason- 
able rates. 

The Secretary of your County or 
Municipality will be able to give you 
further information applicable in 
your own case. 


Office of Provincial Treasurer. 





PROFILE 





G. Lincoln Coward 


G. Lincoln Coward, is manager of 
the real estate and mortgage depart- 
ment of the British Canadian Trust 
Company at Lethbridge and president 
of the Lethbridge Real Estate Co-op 
Limited. 


Line Coward as he is known to all 
his friends was born in Winnipeg in 
1910 and received his education in 
Calgary. He was in active service in 
the second World War and received 
his service medal M.B.E. for out- 
standing service overseas. On his re- 
turn from overseas in 1945 he be- 
came a counsellor for the D.V.A. at 
Calgary. 


Appraisal Institute Member 

Mr. Coward is an active member 
of the Appraisal Institute of Canada 
and is now a candidate for A.A.C.I. 
qualification. He is an active mem- 
ber of the Kiwanis Club and is a 
past vice-president. In addition to 
these activities his main hobby is 
barber shop singing. He is married 
and has three children, two of whom 
are attending University. 


Line Coward has been in the Real 
Estate business since 1948 and he 
likes his chosen profession. Since 
going into the real estate business, 
Linc has been closely associated with 
local, Provincial and Canadian Real 
Estate Boards. He has done a great 
deal of work in keeping the Leth- 
bridge Real Estate Board intact and 
may be complimented on his untir- 
ing efforts in this regard. He is now 
working on obtaining a real estate 
university course for Lethbridge. 
Linc Coward is widely known in real 
estate circles and is very highly re- 
spected by his fellow realtors. 
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New Books 


Here are two live books 


on up to date selling methods. 


Sell Your Ideas 

G. Hall Cook, one of Washington 
D.C.’s most prominent real estate 
men, has a new formula for selling 
real estate in today’s tighening mar- 
ket. He calls it ITAS: 

I-deas make sales. 

T-hink an idea. 

A-ct upon your idea. 

S-ell the idea. 

In “How to Sell Real Estate by 
the Sell-an-Idea Technique,” which 
Prentice-Hall recently published, Mr. 
Cook presents dramatic accounts of 
many of his sales, demonstrating how 
ITAS has worked for him. He tells 
how ideas concerning building design, 
construction and special appeals can 
mean more property turnover for any 
salesman. 

“When property is sold the ITAS 
way,” writes Cook, ‘‘the prospect can- 
not be negative to the idea until he 
hears it. If the idea is a good one, 
even an indecisive prospect may 
yield to a sudden impulse and buy.” 

Mr. Cook has been a top real 
estate salesman for over 30 years. 
He has been a successful builder and 
has served as consultant of the fed- 
eral government. He is now presi- 
dent of the Realistings Corporation 
of Washington. 

His book contains a series of case 
histories which show how Mr. Cook 
tackles the problem of selling tough 
customers and awkward properties 
with his ideas, rather than selling the 
property as suche. For the greater 
part the book is a conversation piece, 
in which the author shows his think- 
ing, acting and talking in almost ver- 
batim terms. The salesman’s great- 
est error, he believes, lies in thinking 
that he comes to get, rather than to 
give. With every prospect, the sales- 
man must be sure he depends on his 
own salesmanship, and not upon a 
customer’s favor. “You are the sales- 
man,” he writes “not the buyer. 
Don’t let the buyer sell you failure”. 

“How to Sell Real Estate by the 
Sell an Idea Techniques” is published 
by Prentice-Hall, 70 Fifth Avenue, 
New York. Price, approximately 
$5.50. 


Rehabilitating Real Estate 
“How To Profit By Rehabilitating 
Real Estate” is the title of a new 


200-page book by M. W. Greer, pub- 
lished by Prentice Hall. 

“Revitalizing older property is the 
biggest source of easy extra income 
for the small real estate man” writes 
Mary Warren Greer. A woman with 
more than 20 years of profitable 
real estate restoration work behind 
her, Mrs. Greer’s latest book is “How 
To Profit By Rehabilitating Real 
Estate”, which was published May 20. 

Mrs. Greer points out that the real 
estate man interested in rehabilita- 
tion (and all should be in the buyer’s 
market that is upon us) has many 
millions of used structures a year as 
raw material to work with. The vast 
majority of these buildings can be 
refurbished with an expenditure that 
the small real estate office or its 
clients of moderate means can 
manage. 


“Most rehabilitation for profit is 
achieved in a single small operation” 
she writes. “It starts out with a 
cheap but essentially good property— 
the “hard-to-sell” bargain you run 
across every now and again. It pro- 
ceeds through making that property 
so nice and so competitive at a 
stronger price that a profit is auto- 
matically included in the new selling 
or rental price.” 

With the aid of this book you can 
get in on the ground floor of the 
biggest boom ever in real estate his- 
tory—trehabilitation. 


Practical and Profitable 

It brings authorative proof that re- 
habilitation of older property, 
wherever located, is both practical 
and tremendously profitable, and 
that the real estate man with know- 
how on rehabilitation has a ready 
made market. 

The author points out with 
amazing simplicity the pitfalls to 
avoid—the procedure to employ—the 
many ways to apply your know-how 
to make a lot of easy money in the 
normal course of business, through 
rehabilitation. 

This book shows you step by step 
how to capitalize on what you 
already knows... It tells you how you 
can make older property create real 
bargains that are easy to sell. It 
answers every conceivable question 
about rehabilitation. 
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"Future Bright” Realtors Decide 
At SREA Convention 


Eighty-nine realtors gathered in 
Waskesiu June 21 and 22 to attend 
the sixth annual provincial con- 
vention of the Saskatchewan Real 
Estate Association. 

They came from Estevan, Kinders- 
ley, North Battleford, Yorkton, Swift 
Current, Wilkie, Prince Albert, 
Regina and Saskatoon to spend two 
days together discussing current 
business and _ future prospects, 
making new acquaintanceships in the 
profession, and electing a slate of 
officers for the ensuing year. 

Stan Clear of Regina was elected 
president for the 1957-58 season. 
Assisting him on _ the _ provincial 
executive committee are Bob Klom- 
bies (Saskatoon), and Jack Walker 
(Regina) as vice-presidents. Other 
members of the committee are Harry 
Link (Saskatoon) past president, and 
directors Frank Dixon, Bernice 
Norman, Bob Cawsey, Laurence 
Wickett, Steve Loshak, H. H. Mc- 
Richie, Clarence Langrill, Fern 
Pavelick and Bill Taylor. 

Speakers at the convention dis- 
cussed subjects ranging from educa- 
tion in real estate to the economic 
future of Saskatchewan. 


Stresses Value of Education 
Frank Johns (manager of the Cal- 
gary Co-Op selling service) suggest- 
ed that the main aim of real estate 
salesmen should be to completely 
professionalize their business. He em- 
phasized the necessity of maintaining 
well-qualified personnel who will re- 
flect credit on established real estate 
business. He advocated three levels 
of education: one for newly enlisted 
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salesmen, one for those who have 
been in business for a few years, and 
a third for advanced study as now 
promoted by the CIR under the 
auspices of the CAREB. 

At the banquet, speaker Don Black 
took ‘Saskatchewan on the March” 
as his topic. Mr. Black remarked that 
since 1950, things have been happen- 
ing in Saskatchewan faster than they 
could be recorded. “Beyond the basic 
agricultural industry we have natural 
resources being developed including 
uranium, nickel, potash, copper, oil 
and iron ore. The growth of centres 
in the north lands as a result of 
mining is amazing”, he said. 

In the field of construction, he 
compared the value of contracts 
during 1956 with those for 1936, re- 
vealing a total 20 times as large. 

“Saskatchewan is the focal point 
for western distribution, which means 
more jobs, more houses and a better 
standard of living. The public de- 
pends on real estate personnel to 
outline and keep pace with the ex- 
pansion program. There is a tremen- 
dous opoprtunity for realtors in the 
planning and development of new 
areas.” 


Panel Discusses "Success" 

CAREB national vice-president 
Don Koyl moderated the panel 
“Think Success . . . It’s Contagious”. 
Panelist Stan Clear felt that the local 
board could be instrumental in weld- 
ing the small and large operator, and 
could effectively stimulate co-opera- 
tion between competitors which 
would add up to better service to the 
buying public. 


EXECUTIVE COMMITTEE 


President—Stan Clear, Regina. 

Ist Vice-President—Bob Klombies, Saskatoon. 
2nd Vice-President—Jack Walker, Regina. 
Paste President—Harry Link, Saskatoon. 


Directors—Frank Dixon, Swift Current; Ber- 
nice Norman, Saskatoon; Bob Cawsey, Regina; 
Laurence Wickett, Saskatoon; Steve Loshak, 
Prince Albert; H. H. McRichie, Moose Jaw; 
Clarence Langrill, Yourkton; Fern Pavelick, 
Prince Albert; Bill Taylor, North Battleford. 


Doug Woodley advocated co-op 
listing and selling as a means of 
better and faster service. Salesmen 
were provided with more stock and 
trade. “Co-op cannot do the impos- 
sible’, he said, “but it definitely pro- 
vides better opportunities for vendors 
and purchasers.” 

Discussing prospects for new 
homes. Jack Glen predicted that con- 
struction costs would continue to 
rise. Salesmen should be aware of the 
fact that 83 per cent of new homes 
were bought by men with incomes of 
at least $5,000 he added. 

Jack Rich of Calgary pointed out 
that advertising was the largest 
single office expenditure. He felt that 
calendars, novelties had a minimum 
advertising value and suggested that 
the daily newspaper was the best 
media. 

Touching on the sales manager’s 
role, Frank Johns said that super- 
vision and encouragement was a 
must. “Salesmen are peculiar, high- 
strung individuals, who’ve got to be 
treated with tenderness” he said, em- 
phasizing the necessity of a cheerful 
office with a minimum of friction. 

The sales manager must keep a 
happy office, train salesmen, estab- 
lish listing and sales quotas and 
handle “current deal” problems. A 
non-producing salesmen’s capabilities 
should be analysed and his errors and 
omissions studied. 


Committee Reports 


Reports from the committees of 
the association were presented to the 
delegates by the respective chairmen. 

Membership Committee (chairman 
Bill Taylor) proposed: 
® organization of local boards in 
Moose Jaw, Weyburn, Yorkton, Mel- 
fort and Estevan. 

e That local boards be encouraged to 
exchange visits. 

® and that attendance at conventions 
be encouraged by agents paying the 


(Continued on page 25) 








SREA Convention 


(Continued from page 24) 
registration fees for salesmen. 


Legislation and Resolutions (chair- 
man Laurance Wickett): 
e That a roster of Saskatchewan 
Real Estate Association members 
be supplied annually to each member. 
e That consideration be given to 
establishing a referral commission in 
the event of a sale being effected be- 
tween agents at different points. 
e That a group bond be investigated 
to ensure better protection for the 
public. 

Commission Schedule 
Bernice Norman): 
e That a definite commission rate be 
established for the sale of contract 
project homes. 
e That a fee of $10 be charged on 
dwelling sale price estimates, unless 
a signed lising is received. 
e That for commercial leases mini- 
mum of 5 per cent be charged for the 
first two years and 2 per cent for any 
excess period. 


(chairman 


Constitution (chairman Gordon 
McCallum) : 
e That the Saskatchewan’ Real 


Estate Association board of directors 
be increased to nine, each serving a 
two year term of office. 

e That the provincial association 
name the regional vice-president for 
Saskatchewan. 

Arbitration Committee (chairman 
Bob Klombies) reported that no 
cases of disputes were dealt with by 
the committee during the year. Many 
cases were dealt with by local boards. 

Local Real Estate Boards (chair- 
man Doug Woodley) emphasized that 
local boards should be organized in 
any community where there are at 
least four agents. 

Residential Sales (chairman Fern 
Pavelick) recommended a thorough 
public relations program instilling 
the thought of reliable service from 
Saskatchewan Real Estate Associa- 
tion members. 

Co-Op Selling Service (chairman 
Gordon Hymers) suggested that a 
standard listing form be used right 
across the province. 

Commercial Sales (chairman Cliff 
McClocklin) suggested that in future 
years panels on commercial rental 
and sales be arranged. It also advised 
that consideration be given to en- 
couraging the understanding of ap- 
praisal procedures by younger mem- 
bers in real estate. 
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Col. Ker Elected President 


Of Victoria REB 


Colonel B. Russell Ker, F-.R.L, 
C.P.M., was elected president of the 
Real Estate Board of Victoria at its 
annual meeting in the Empress 
Hotel, May 29. 

Colonel Ker (see cut page 13) has 
been in the Real Estate business in 
Victoria since 1919, when he joined 
the firm of Brett and Ker Ltd. which 
later became Ker and Stephenson. He 
has held many positions of responsi- 
bility with the CIR, the CAREB and 
the B.C. Association of Real Estate 
Boards. 

Amongst the members and guests 
assembled for the meeting were the 
mayor of Victoria, presidents of the 
Seattle, Vancouver, New West- 
minster and Nanaimo Real Estate 
Boards and the president of the B.C. 
Association of Real Estate Boards. 


Other officers elected were: Ist 
Vice-President—W. Bailey, of New- 
stead Realty. 2nd Vice-President— 
P. D. P. Holmes of Pemberton 
Holmes Ltd. Directors: L. M. Corke 
of Rithet Consolidated Limited. L. S. 
Kirk of Northwestern Securities Ltd. 
W. S. Kirkpatrick of Financial Sur- 
vey Ltd. Brigadier F. N. Cabeldu, 
F.R.I., of F. N. Cabeldu, Ltd. F. 
Marconi, President of the Salesmen’s 
Division and J. W. D. MacCormac, 
Immediate Past President. 


The officers of the Board were in- 
stalled by His Worship, P. B. 
Scurrah, Mayor of Victoria, as were 
President F. Marconi and officers of 
the Salesmen’s Divison. 


President's Address 


In his address to members, retiring 
president J. W. D. MacCormac re- 
marked on the increased membership 
of the board. Eight new members 
were added to the board during the 
past year. He complimented Messrs. 
Dickie and Foster on the fine job 
they had done on the membership 
committee. 

Also slated for compliments was 
Brigadier Cabeldu, who headed the 
advertising committee inquiry into 
advertising costs and their effective- 
ness. “Brigadier Cabeldu has accom- 
plished a lot in making the press 
more aware of our problems and 


thoughts as regards our advertising 
and liaison with the press”, said Mr. 
MacCormac. 


Commenting on the activities of 
the municipal affairs committee Mr. 
MacCormac said that it had opened 
the door to a closer working arrange- 
ment between the board, the City 
Council, and the respective Municipal 
Councils. ‘Much can be made of this 
in the future to improve our public 
relations generally”, he said. “In this 
latter respect, public relations, many 
good expressions of opinion have 
been made as to our Get Out and 
Vote program—a program we would 
be well advised to continue.” 


Library Well-Received 


Mr. MacCormac told members that 
the new library set-up had been 
well-received and frequently used by 
the membership. He recommended 
that the incoming board further 
assist the program by voting for ad- 
ditional volumes to be added to the 
growing collection. 


“One of the most onerous and 
thankless jobs of the past year has 
fallen to the lot of William Bailey, as 
chairman of the Arbitration and 
Complaints Committee. On many 
occasions he has persuaded members 
to agree to a friendly settlement be- 
fore arbitration became necessary, 
and in so doing has created a great 
deal of goodwill and in many cases 
prevented unpleasantness. 


“This work commends the highest 
approval of us all”, commented Mr. 
MacCormac. 
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COAST-TO-COAST 


Vancouver Realtors Hold 
Real Estate Seminar 


More than 200 real estate salesmen 
and saleswomen for the Lower Main- 
land area went into session at U.B.C. 
as the Vancouver Real Estate 
Board’s third Real Estate Seminar 
got underway. 

In opening the seminar, V.R.E.B. 
president Gordon H. MacKenzie 
pointed out that the real estate busi- 
ness was becoming an increasingly 
complex one, and that in fairness to 
the public it was the responsibility 
of the profession to equip themselves 
fully to deal with all matters which 
affect the business. 


More Specialists Needed 

He also predicted that as the 
business continued to grow more 
complex that there would be an in- 
creasing number of specialists re- 
quired with thorough knowledge of 
certain more technical aspects of 
real estate. 

Professor O. C. Gourlay of the Fa- 
culty of Commerce and Business Ad- 
ministration who organized the semi- 
nars in conjunction with the Board, 
reported that the University was 
moving closer to its object of pro- 


DONT PUT IT OFF! 
MAKE YOUR 
RESERVATION NOW 


The 1957 National 
C.A.R.E.B. Conference 
is scheduled for 
October 19 to 24 
in VANCOUVER 


(See details page 8 to 15) 
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Gordon H. Mackenzie 
V.R.E.B. President 


viding a special course in real estate. 
Such a course would ultimately be- 
come an essential requirement for 
the licensing of real estate salesmen 
and agents. A start may be expected 
on this course either in the fall or 
at the beginning of 1958, he added. 


Seven courses, covering many 
phases of Real Estate were dealt 
with during the three-day seminar. 


Photo Tips for Your 
Convention Trip 


Be sure your camera is cleaned 
and in good working order before you 
start your trip. Having camera re- 
pairs done during your vacation 
might mean the loss of good picture- 
taking opportunities. 


Bo th ok 


Don’t forget to take along your 
flash equipment. You might be un- 
lucky and run into rainly weather. 
Taking pictures of the interiors of 
museums and other famous buildings 
could prove to be a very enjoyable 
rainy-day pastime. Flash makes it 
possible to catch night shots too. 


* * * 


If you are not certain that the type 
and size of film you require will be 
available while you are travelling be 
sure to take sufficient film with you. 





NEWS BRIEFS FROM 
VANCOUVER 


Recently accepted as new Active 
Members of the Vancouver Real 
Estate Board were six local and one 
Powell River firm. They are Hem- 
lock Realty Ltd., Sentinel Realty 
Ltd., Raesler & Dawson Agency Ltd. 
and Angus MacKay Ltd., all of Van- 
couver, Noel L. Rudland Real Estate 
and York Realty & _ Insurance 
Agencies, both of North Vancouver, 
and James Henry McCullough of Port 
Moody. Also approved for member- 
ship was Jean Coccola Agencies Ltd. 
of Powell River. 

In other Board Activities H. P. 
Bell-Irving was appointed recently by 
the Directors as pro-tem chairman of 
a Special Joint Broker-Salesman 
Committee. The committee will pro- 
vide a common meeting ground for 
both the salesmen and the broker 
members of the Board to discuss 
mutual problems affecting the em- 
ployer-employee relationship, and will 
meet at least once every three 
months. 


Membership in the twelve man 
committee will be split evenly with 
the Board of Directors appointing six 
salesmen. Chairmanship of the com- 
mittee will alternate each meeting 
between broker members and sales- 
man members. 


Keep your camera handy — not 
packed away in your suitcase. A 
word of warning though—don’t keep 
your camera in the glove compart- 
ment of your car or on the back 
window ledge in the direct sunlight— 
these hot spots are sure to de- 
teriorate your film. Perhaps a gadget 
bag kept on the floor of your car 
would be the answer. 


* cod * 


If you are taking to the air during 
your vacation remember that aerial 
photography is easy and _ offers 
dramatic picture possibilities. When 
shooting through a plane window 
brace your arms against your body— 
not a part of the aircraft—and hold 
your camera as close to the glass as 
possible without touching it. 


* * * 


Include road signs, historic sites 
and town names in your pictures. 
These add story interest and con- 
tinuity and also help to identify your 
pictures. 








REAL ESTATE 
DIRECTORY 


GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 

Cornwall, (the Seaway City). 

@ NANAIMO, B.C. 


“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 
e CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 
e EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 
e NIAGARA FALLS, ONT. 
David D. McMillan, 
1916 Main Street. 
OTTAWA, ONT. 
Brownlee & McKeown, 
63 Sparks St.—Central 2-4203. 
® CALGARY, ALTA. 
L. T. Melton Real Estate, 
614 - 8th Ave. W., 
Mobil Oil Bldg.—Phone AM. 62251 


e PETERBOROUGH, ONT. 


Irwin Sargent and Lowes, 
441 Water Street. 


e QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


e WINDSOR, ONT. 

Alex. E, Hoffman, 

930 London St. West. 

CALGARY, ALTA. 

Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 

e MONTREAL, QUE. 


Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 


Rates for Professional Listings 


For six insertions ................. $50.00 


For twelve insertions ........0.0...0................ $80.00 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


e CALGARY, ALTA. 
Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

e EDMONTON, ALTA. 
Don Reid Real Estate Co., 
11563 Jasper Avenue. 

e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 

e HALIFAX, N.S. 

Roy Limited, 
Roy Building. 

e REGINA, SASK. 

W. Clarence Mahon, 
350 Western Trust Bldg. 

e TORONTO, ONT. 

Barry E. Perlman & Co. Ltd., 

972-4 Eglinton Ave. West. 

WINDSOR, ONT. 

Alex E. Hoffman, 

930 London St. West. 

e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 

e MONTREAL, QUE. 
Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 


FOR FARMS 
AND RANCHES 


e KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 

Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 63475 

e EDMONTON, ALTA, 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 

e TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 

e MONTREAL, QUE. 

Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 


e ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324 





FOR SUMMER 
PROPERTIES 


e MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 
e VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
e WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 
® CALGARY, ALTA. 
Crown Trust Company, 
227 Eighth Avenue W. 
e OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 


Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.1. 
ACCREDITED MEMBER: 
American Institute R.E.A. 
and 


Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 
Head Office, Edmonton, 10154 - 103rd St. 
Phone 47221 


Calgary, 534 - 8th Avenue West 
Phone AMherst 6-2251 


Rates for Advertising 
In the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues ............. saeseees lOO 
2 lines — 6 issues sseeeceee QOD 
2 lines — less than 6 issues............. $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 


Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 








Brokers 


Here’s How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 7,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 


One page .... pace Seeadcak, vided uiecience $140.00 $125.00 $110.00 
Two-thirds Mage ..............:-:.:-c.ccsc.cecsesseeseee: 118.00 104.00 99.00 
Half-page .. sddaceancreehigelsisaaaersdabeayes 84.00 74.00 64.00 
One-third page shi deshiotahiscecheonsseihi 64.00 57.00 54.00 
One-quarter page etnias 59.00 52.00 47.00 
One-sixth page .... Sere anes Paes etes 40.00 35.00 30.00 
One-eighth page Kili amecos neil 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 








